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.APPROVED 
FORWARD 
Since this thesis deals with the Mutual Fund type of in-
vestment, the author is aware of the fact that the majority of 
its readers will in most cases be totally unfamiliar with this 
form of investment. And consequently if uninformed about mutual 
funds, they will not have a proper perspective of the importance 
of the thesis problem. Therefore, the author has attempted in 
as few pages as possible to familiarize the reader with a brief 
explanation of mutual funds, their origin, how they differ from 
the closed-end type, the types of mutual funds avail able, the 
advantages offered by them, something of their growth and who 
in general is buying them. 
The open-end investment companies, now more popularly 
called mutual funds, represent a relatively new type of finan-
cial institution. The investor holds pro rata ownership in the 
securities making up the fund's portfolio and shares pro rata 
in all earnings after deductions of costs. 
Originating in Boston during the early 1920's, the mutual 
fund form of investment is purely American in conception in its 
present form, but is patterned after the original investment 
idea conceived in Belgium around 1822 and later more fully de-
veloped by the English and the Scotts during the 1880's. To the 
English and Scottish idea of pooling investor capital and mana-
ging the investment made, the American originators added the 
features of a continuing supply of new shares and the liquidity 
provided by the redemption privilege. 
'I'he ready availability of shares in any quattt :tties plus 
the redemption privilege of mutual fund shares, ar e the chief 
features that distinguish them from the closed-end investment 
company shares. 
The investor buys mutual fund shares at their current net 
asset value (total current value of all securities and cash held 
by the fund, less liabilities, divided by the number of shares 
outstanding), plus a premium to cover costs of distribution. Thi ls 
premium or initial purchase charge, varys from 6% to 9%, and 
covers not only the distribution costs, but the buying and sell~J 
II ling costs as well. I 
On the other hand, the relatively fixed capitalization of 
the closed-end investment companies restricts the supply of shar ~ s 
and the investor may buy them only as othe r shareholders d ecide 
to dispose of them. Thus, the prices of closed-end shares are 
affected by the law of supply and demand. 
The redemption privilege of open-end shares is unique in 
the entire field of equity investment. Few securities are as 
readily marketable as mutual fund shares. 'I'he issuing fund is 
required to redeem them at their current net asset value per 
share on any business day. In only a few isolated instances is 
a charge of any kind made when shares are cashed in. In this 
respect a parallel exists between a mutual fund and a bank. Bott 
have assets on hand far in excess of the amount required to meet 
whatever portion of the daily outflow of money is not offset 
IV 
immediately by new deposits. The average length of time require 
for a mutual fund investor to complete a liquidation transactioj 
and receive his check is from three to five days. or more imporir 
ance to the shareholder, perhaps, is the realization that shoul~j 
an emergency arise, his investment is quickly negotiable. Mutua] 
fund shares are considered by larger metropolitan banks as ex-
cellent collateral on loans an exacting test of their liquidi ' • 
Today, there are over one hundred Mutual Investment Com-
panies in operation. Though the qualities of their management 
and investment objectives will vary, the companies can be se-
gregated roughly into four types: 1. common stock type funds; 
2. balanced type funds; 3. industry type funds; and 4. class of 
security type funds. 
The largest number of companies offer a common stock fund. 
While the management policies of these differ considerably, the 
are for the most part interested in generous income and/or capi 1 
profits and usually hold varying proportions of cash and common 
stocks depending upon their appraisal of the prevailing business 
outlook. The balanced fund comprising the next largest number 
are more conservative in their management policies. Generally, 
th~y are committed to a fully invested position in varying pro-
portions of bonds, preferred stocks and common stocks. Usually 
they attempt to provide the investor with a moderate income con-
sistent with the protection of his capital. Next are the indust 
( 
type funds. These while usually committed to a fully invested 
position, predominately hold common stocks of single industries. , 
v 
The fourth type or the class of secur ity funds offer the inves-
tor representation in selected classes of bonds, preferred stocMs 
and common stocks. 
In addition, each type of mutual fund offers: 1. diver-
sification of risk; 2. continuous professional super vision; 3. 
assured marketability; 4. safeguards similar to those of trust 
accounts; and 5. convenience. 
In the last decade, 1941 thru 1950, the total net assets 
of the mutual funds industry have grown from $523,489,000 to 
$2,530,563,000 and the number of shareholders from 293,251 in 
1 
1941 to 938,651 in 1950. In other words, the industry's total 
net assets have increased approximately 483% over the last ten 
years and the number of shareholders have increased approximate-, 
ly 320% during the same period. 
Mutual funds have often been regarded as of particular 
value for the smaller investor, but have proved to be a practic-
al investment medium for fiduciaries, institutions and wealthy 
individual investors, as well. Trustees, colleges and schools, 
charitable institution~, church organizations, estates, pension 
funds and the like have large holdings in mutual fund shares. 
l.National ~ssoc iation of Investment Companies, 99 Companies. 
Vl 
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CHAPTER I 
INTRODUCTION 
THE PROBLEM 
It was the aim of this study 1. to determine the need, if 
any, for Public Relations in the Mutual Funds Industry; and more 
specifically 2. to ascertain management's understanding of what 
they believe their Public Relations problems to be; 3. to deter-
mine which publics 1management considers most important; 4. to 
find out what Publ i c Relations work is presently being done; and 
5. to determine the major Public Rela t ions problems confronting 
the industry. 
I MPORTANCE OF PROBLEM 
Seldom is a graduate student presented with an opportunity 
to do a scholarly piece of work in a field as little explored. 
Here is a business considered by many of having a virtually un-
limited growth potential. Here is a relatively new type of finan-
cial vehicle offering an opportunity for the average individual 
to conveniently share in the fortunes of American business and 
industry. Yet never before has anything resembling a comprehen-
sive attempt been made, as far as is known, to determine its 
need for Public Relations. 
PURPOSE OF STUDY 
Therefore, it is the purpose of this study to determine 
to what extent the Mutual Funds Industry needs Public Relations 
and the best tools and channels of communication for meeting 
this need. It is hoped, this study will be of value to not only 
Fund management, which may not fully recognize its problems and 
how to get at them, but also as base material for Public Relatiors 
practioneers and future aspirants who are interested in the need 
and future possibilities for Public Relations in this industry. 
~EFINITION OF PUBLIC RELATIONS 
PUBLIC RELATIONS. 1 The activities of an industry, union, 
corporation, profession, government, or other organization in 
~uilding and maintaining sound and productive relations with 
special publics such as customers, employees, or stockholders, 
and with the public at larg e, so as to adapt itself to its en-
vironment and interpret itself to society. 
2. The state of such activities, or the degree of their 
success, in furthering public understanding of an organization's 
economic and social adjustment; as, good or poor PUBLIC RELATIONE. 
. 3. The art or profession of organizing and developing the ) e 
activities; as, university courses in PUBLIC RELATIONS; PUBLIC 
RELATIONS requires technical skill in various teehlques. Hence, 
PUBLIC RELATIONS OF'FICER, DIRECTOR, COUNSEL or CONSULTANT. 2 
2. This definition is provided for exclusive use by the Public 
Relations Society of America, Incorporated, by. the publishers 
of WEBSTER'S NEW INTERNATIONAL DICTIONARY, Second Edition, copy-
right, 1934, 1939, 1945, by the G & C Merriam Company. 
METHODS USED 
The methods used in solving the problems involved in this 
study are listed here in brief with a more detailed explanation 
of each being reserved for the respective chapters to which they 
~ pply. They were: 
1. Personal interviews with the Presidents of or persons 
in the top areas of responsibility in the largest Mutual 
Investment Companies located in Boston. (See Chapter II ) 
2. Personal interview with the only Public Relations man 
found employed by a Mutual Investment Company located in 
Boston. (See Chapter II) 
3. Personal interviews with the financial editors of three· 
Boston newspapers. (See Chapter II) 
4. A direct-mail survey conducted by the author in two 
greater Boston communities of what potential investors 
know and think about Mutual Funds in relation to other 
types of investment. (See Chapter III) 
5. An application of the author's knowledge of Public 
Relations as studied at Boston University's School of 
Public Relations. 
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CHAPTER II 
REPORT OF' THE I NTERVI EWS 
WITH MANAGEMENT 
The interviews with the top ranking officials of thirteen 
11 
of the largest Mutual Investment Companies located in Boston 
t
ere concerned with: 1. determining what mana g ement b.eli·eves its 
ublic Relations problems to be; 2. determining the public with 
hom they deal; 3. the Public Rel a tions work presently being 
~one; and 4. the major Public Relations problems confronting the 1 
ttndustry today. 
In view of the fact that this entire study is concerned 
~ith learning the need 1 if any, for Public Relations in the in-
~ustry a s a whole, mention should be made as to why the author 
fnterviewed only thirteen out of some one hundred companies 
~hich comprise the industry. First, these thirteen companies 
l nclude the larg est, second larg est and a majority of the larges ~ 
l nd oldest funds. Their combined total assets account for about 
pne half of the industry's total assets. Secondly, because this 
~roup is generally considered as exercising a majority of influenpe 
jn the industry. 
I Since each respondent reques t ed that neither h is n ame or 
~he name of his company be used, no l i st of either t h e members 
b f mana gement interviewed or their companies appears in this 
tl . heSl.S 
In each interview, a guide questionnaire was used with 
~uestions based on such specific phases of the total problem 
~s: 
a. whom mana g ement considers their public to be. 
be which of these mana g ement considers important. 
c. how management, on balance, deals with these publics 
and the means or channels of communication used such 
as: radio, institutional advertising, publicity, direct[ 
mail, public speaking, entertaining, or personal contac ft s. 
d. whether or not management thinks they should extend 
their efforts to educate and create goodwill among the 
publics they consider important. 
e. whether or not their efforts to maintain friendly re-
lations, create goodwill with and to educat their 
publics are the results of a Public Relations program. 
f. who, if anyone , handles their Public Relations program. 
g . if there is n o such program~ what individual or indivic ~­
uals, if any, handle Public Relations problems. 
h. whether or not management believes its problems would 
be helped either by a Public Relations man or a Public 
Relations counsel. 
i. what management feels it should spend annually on its 
Public Relations. 
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THE FINDINGS 
Question # 1 - "WHICH OF THESE DO YOU CONS I DER TO BE PUBLICS?" 
For this and the other questions which follow, the author l 
presented each respondent with a list of publics as he believed 
them to be .from his previous investigation of mutual funds. The 
purpose of using such a list was to first accurately define the 
publics of prime importance to the industry. This list included: 
1. the shareholder; 2. the dealer or salesman; 3. the poten tial 
investor; 4. the government (federal and state}; 5. the industry l s 
associations( National .Association of Investment Companies, Natio L 
al .Association of Securities Dealers, and Mutual Fund Institute} J 
6. the financial press; 
Nine mana gements 
7. bankers and lawyers; and 8. employees J 
aggreed with the list. Two of these thouJht 
that those corporations whose securities are held by the fund I 
should also be included as a public. 
The remaining four which .do not distribute their shares 
and thus do not work through dealers or salesmen agreed with 
the list with the exceptions of the dealers or salesmen and the 
ational .Asscociation of Securities Dealers. 
uestion # 2 - "WHICH OF THESE LISTED PUBLICS DO YOU CONSIDER 
IMPORTANT?" 
Only two mana gements named them all as being important; 
the same two respondents who felt that corporations whose se-
curities are held by the fund should be included as a public. 
Of the remaining eleven, seven named only the shareholder 1 
- I 
6 
and the dealer and four companies not distributing their shares 
named only t h e shareholder. 
Question # 3 - "HOW P..ND TIIRU WH.AT MEANS OR CHANNELS OF COMMUNICA ~ 
TION J:S YOUR COMPANY ATTEMPTING TO riDUCATE THESE II 
PUBLICS?" 
The followin g group findings and the problems encountered 
were recorded by individual publics. 
THE SHAREROLDER- Mana gement's role in educating this public 
consists of sending each shareholder annual and semi-annual 
3 
reports. In most cases, these reports, which are required by lawj 
do not attempt to educate beyond reporting the Fund's current 1 
financial status. However, a few companies were found to issue 
reports designed also to educate the shareholder and to build 
prestige through attractiveness and readability. Letter of wel-
come to new shareholders are sent out by mana gement in a few 
3 
cases. One company encloses informative literature with its dis-
tributions checks, and issues information at year's end desi gned 
to help the shareholder with his income tax accounting . 
THE DEALER OR SALESMAN - An important public to all Mutual In-
vestment Companies save four which do hot distribute their share 
thro~gh dealers or salesmen. On balance, the educating of the 
dealer or salesman consists of supplying him with necessary 
sales literature and a-ny other information which will help him 
to sell the fund's shares. Management also helps him with his 
advertis~ng . In addition personal contacts and special or con-
fidential letters are used. Also there is work done in the field 
3. See last para graph on opening pa ge of Chapter, in which my 
informants did not wish companies or names specified. 
I 
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by wholesale representatives. The work of a wholesale represent-
atiye consists generally of: advising , guiding, and supervising 
those dealers in his territory. In short, he is a liason between 
efforts of a more concerted an d intensive effort by the industry 
to educate the general public about mutual funds. 
Opinion was also expressed that a better job needs to be 
done in educating the dealer or salesman and much of the work 
needed to be done probably would be a Public Relations function~ ~ 
(Percenta g es of opinion would be misleading because of the 
small sample and thus were not used.) 
THE POTEN TIAL I NVESTOR - This applies to any individual whose 
investment problem can be helped with mutual fund shares. He 
may live in any one of the nation's rural or urban areas, mi gh t 
be either of the laboring , white-collar, or professional class, 
might have a little or a lot of money to invest, mi ght be a 
fiduciary or an institutional investor. 
Attempts to educate this public include the use of: 1. pe -
sonal contacts; 2. institutional advertising; 3. publicity; 4. 
exhibits at conventions and fairs; 5. public speaking; 6. lect-
ures; 7. women's forums; 9. supplying literature to colleges 
for distribution to classes and students. 
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Companies haying no dealers or salesmen rely on their 
present sha reholders for supplying potential shareholders with 
information about their funds. 
The importance of more intensively educating the p otentia 
investor to mutual funds was voiced by ~everal respondents. 
At present, t here is no concer~ed effopt op t h e pert of 
the industry as a whole to educate the g eneral public to mutual 
!funds. However, there are several companies which favor a col-
lective educational attempt on an industry basis and are doi~g 
something about it through the Mutual Fund Institute. For more 
information about this see section "THE AS SOCIATIONS". 
~IE GOVERNMENT 
a. federal - All Mutual Investment Companies are subject 
'I 
~o t h ese federal regulations: 1. the Securities Act of 1933 re-
~ ating to new offering s of securities and 2. the Investment . 
b ompany Act of 1940 re gulating mana g ement practices. The. Securi tj es ~nd Exchang e C ornmisSfon established unde r the Securities Act of 
.L934 is empowered with the right to enforce any or all violation~:i 
of the afore mentioned laws. 
Most companies rega rd the Securities and Exchange Com-
nission as solely a legal problem to be dealt with by lawyers 
~nly. Some managements have sough~ to build better relations 
r ith the commissioners by personal contacts. They have from time 
r o time supplied them with information thought to be helpful 
r nd have worked to create a better understanding between the 
~ ommissioners and the industry. 
9 
The smaller funds tend to leave much of this personal 
contact work with the commission in the hands of the larger 
funds, simply because they do not h a ve either the manpower or 
the money to do so. 
At present, the industry has no residing group represent-
in its interest in Washington in~ Public Relations sense. 
The National Association of Securities Dealers represents the 
industry in Washington on interpretation of amendments to reg-
ulation s g overning the sale of fun d s. While the National· Associ- ~ 
ation of Investment Companies work s on tax and federal regulatio s. 
On balance, understanding s of industry problems on the pa It 
of the Securities and Exchange Commission have not been g ood. 
b. state- All Mutual Investment Companie.s · are also sub-
ject to various state regulations. The regulations · by states va 
in th~ir severity with Wisconsin and Michigan being considered 
y management as most string ent. There is no uniformity among 
state regulations. 
The majority of mana g ements consider the state regulatory 
commissions as purely legalistic problems to be dealt with only 
y lawyers. Relations with state commissions have in all but a 
very few cases been poor and in all cases are presently carried 
on by the individual funds themselves. 
THE ASSOCIATIONS 
The National Association of Investment Companies represenus 
und mana g ement in dealing with federal regulatory and tax pro- r 
lems. 
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The Mutual Fund Institue does not overlap the work of the 
National .Association of Investment Companies. It is concerned 
with public education and other aspects of Public Relations and 
the coordination of the industry' s d ealing s with state regulator ' 
bodies. 
At present, ~he Institute is offering to the Women's Club 
of America a series of three lectures de~ling with: 1. basic 
economic facts everyone should know; 2. explanations of stocks 
and bonds; and 3. an explanation of mutual funds. To date? more 
than 5,000 Women's ·Clubs have put on or asked for the lecture 
series • . 
The National ~ssociation of ' Securities Dealers is set-up 
as a policing body for the entire securities field. It h andles I 
regulatory matters governing the issuance or sale of fund shares 
. 
The association is only important to · t h e extent t hat all mutual 
fund dealers must be members. 
THE FINANCIAL PRESS - The majority of companies h ave g iven littl 
serious considera t ion to this public as a means of disseminating 
knowledge of their fund's activities to the public. Comrnents in-
cluded: "not organized to meet t h is public", "haven't g iven the 
matter much t h ought", and "haven't had much luc~ with these 
fellows in getting our releases into print". However, one com-
pany is making serious attempts to build better relations with 
the financial press. 
I 
I In interviews with financial editors of three Boston new s ~ 
papers, t h e following questions were asked with the purpose of 1 
I 
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finding out for both management and future Public Relations men 
in this field just what types of news is wanted by these editors 
Editor's names and the names of their papers have been omitted 
at their requests. 
Question A - 11VVHAT SORT OF FINANCIAL NEWS DO YOU WA T OUT OF THI . 
INDUSTRY?" 
One editor said he would like more news of the human in-
terest type. He also commented that he would like to see the 
business humanized as much as possible. AnothBr wants in additio 
to the usual informations such as divid,ends declared, number of 
shareholders 1 and total assets, news that is not stereotyped. A 
' . 
third said news of a change in management, the fund's portfolio, 
or its earnings would be desirable. However, all stressed breviti 
of the release and the simplicity of its language. ~he lack of 
sufficien t space was emphasized 1 with mention th{'lt it is impossi1Dle 
jo include everybody's news because of this. Further mention 
was made that more news could be printed by greater increases 
in paid advertising which would result in more space. 
Question B - 11DO YOU CONS IDER THAT YOU HAVE A SUFFICIENT KNOW-
' LEDGE OF MUTUAL FUNDS?" 
· Yes and no. Each commented that there is a lot to learn 
about mutual funds and that they are continually learning more 
about them from the printed information sent them by various 
companies . and from personal contacts. 
uestion C - 11DO YOU WANT MORE I NFORMATION ABOUT THE OPERATION 
OF THE FONDS AND THEIR PLACE I N THE FINANCIAL 
It was the eneral o__Lnion .that insufficient s 
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permit this unless newsworthy. For what is newsworthy, see answer, 
to Question A. 
Question D - "ARE ANNUAL REPORTS, LITERATURE OR I NFORMATION 
ISSUED BY MUTUAL I NVESTMEN T COMPANI ES OF I NTEREST 
TO YOU FOR THEIR POSSIBLE NEWS VALUE ?" 
All of the editors lik e to get t h ese and use them , as a 
means of kee ping informed. Howe ver, if they are to be considered 
for their news value they would appreciate a brief of each • . Thein 
news value depends on editor's opinion, space available and the 
policy of the paper. 
. 
All editors advised that anyone who is in charge of suppl -
ing news releases to first study the paper's make-up and then I 
judge accordingly what information they may have would be . of new 1 
I 
value to which paper. The more brief, the release is, the better ' 
chance it has for being considered for print. 
BANKERS AND LAiNYERS - These repres ent two professions 1 groups 
to who people normally turn to for financial advice. The t wo 
managements who considered them important pointed out that if 
uninformed about mutual funds, th~ir reaction to inquiries from 
potential investors would be l 8r gely negatlve and hence would 
be sales lost. Said for this reason, more should be done to ed-
ucate them. 
EMPLOYEES - Most Fund staffs ar e relatively small in number 
I 
allowing for a greater degree of personal contact with mana gement 
I 
than in most corporations. The small number of employe es makes 
employee rela t ions a relatively less important problem. 
I 
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Question # 4 - 11 DO YOU THI NK YOUR COMPANY SH OULD EXTEND I 'I'S FFFO TS 
Each respondent replied with an emphatic "YES". 
Question # 5 - 11 DOES YOUR COMPANY HAVE A PLANNED PUBLIC RELATI ON . 
PROGRAM WITH "vVHICH TO GUIDE THESE EFFOR TS?" 
Only one company said they actually have any definite 
Public Relations program. This is the responsibility of a Public 
Relations man. The other compa n i e s handle problems of this natur 
through their president or heads of the sales organization. 
During the interview with the only Public Relations man 
found employed by a Mutual Investment Company located in Boston, 
lh e substantiated the opini ons and feelin gs of his employer who 
was one of t he mana gement heads interviewed. 
Question # 6 - "DO YOU THINK YOUR COMP.ANY1 S PROBLE1v1S ALONG- THE 
LINES .ABOUT WHICH WE HAVE BEEN 'I'ALKING WOULD BE 
HELPED BY EITHER A PUBLIC RELATIONS MAN OR A PUBL C 
RELATIONS COUNSEL?" 
With the exception of the on e company employing a Public 
jRelations man, the companies replied generally that they sup-
~osed a Public Relations man or a Public Rela t ions Counsel would 
~elp many of their problems. However, none were sure how this 
could be done. Nor did any feel that they could afford to hire 
either a Public Relations man or a Public Rela t ions Counsel. 
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Question # 7 - "HOW MUCH DO YOU TH INK YOUR COMPANY SHOULD SPEND 
ANNUALLY ON ITS PUBLIC RELATIONS? 11 
The one management employing a Public Relations man re-
plied that it would depend on the areas and publics to be develo -
ed. The other respondents replied that off-hand they didn't know 
15 
but sin ce Public Relations to them means sales promotion, they 
fi gured that whatever was spent would come out of sales expenditures. 
CHAPTER III 
A SURVEY OF WHAT POTENTIAL INVESTORS 
. KNOW AND THINK ABOUT MUTUAL FUNDS 
It has been apparent almost from the outset that the publ 
of most importance to the mutual funds companies, and best reac 
ed through Public Relations is the potential investor. Thus, the 
aim of this survey was to ascertain what a potential investing 
public knows and thinks about the mutual fund type of inves.tment 
in relation to such other types of investments as: 1. u.s. Gov't 
Bonds; 2. Savings Banks; 3. Cooperative Banks; 4. Stocks; 
6. Real Estate; and 7. Life Insurance. More specifically, 
vey was concerned with: a. how much this public knows about in-
vestments in general; b. the extent of this public's knowledge 
of mutual funds; c. determining the relationships between public 
knowledge as expressed by actual participation in each form of 
investment; and d. determining in what ways this public usually 
learns of its financial information. 
METHODS USED 
The average potential investor is generally considered by 
investment men to be one who: 1.1has sufficient life insurance 
coverage to meet his needs; and 2. has a savings account. Usuall 
this person is in the $5,000 a year bracket and above. However, 
s; 
it was impossible to get a listing of these persons who annually ! 
make this figure or better, since these figures are held in stri@t 
!secrecy by the Bureau of Internal Revenue and are not available II 
for any type of public or business use. 
Instead, the sample desi gn was drawn from the 1940 or l6t 
Census of the United States, Housing Block Statistics by States, 
which g ive the average monthly block r ental figures for cities 
having populations of over 50,000. At the time of this survey, 
October 16; 1950, these were the latest figures ava i lable. The 
two g reater Boston communities, Cambridg e and Newton, were used 
because of the availability of their rental fi gures. In e a ch re-
apective community, blocks which had an average monthly rental 
value of ~~ 100 or more were enumerated. Cambrid g e had 37 blocks 
,, 
I 
containing 510 dwellings. Newton had 237 blocks containing 2964 
dwellings. Since 100 case samples were wanted in each community, 
t h e following proceedure was used. In Camfu1rid g e, t h e first dwell [ 
ing and every 5th dwelling thereafter or 34 blocks and 102 cases 
of which the first hundred, were used. In Newton, the first 13th 
dwelling and every 29th thereafter or 98 blocks and 102 cases, o 
which the first hundred, were used. 
As the survey was to be conducted on a direct-mail basis, 
the names and addresses were next determined. Following the samp ' e 
design the addresses were enumerated in person and then the name l 
corresponding to the addresses were tak en from the Poll bobks of 
each community. 
Then a questionnaire and letter of introduction which iden -
ified the sender, exp~ained the nature and purpose of the survey 
and gave instructions that the sender would personally call for 
\ 
the questionnaire in a week's time were mailed to the male heads 
I 
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of each dwelling selected. 
I 
I 
!) 
l 
Copies of both the questionnaire and the letter are found 1 
i n the appendices. 
Exactly one week from the date of questionnaire and lettel 
mailing, the sender began his personal pick-up calls in Cambridgl . 
This was done in the daytime. The first 26 houses in the Cambrid ke 
sample design produced no results. ~ince the questionnaire had 
been sent to the male heads of the households, it was planned 
to resort to the telephone to establish contact witr1 the respon-
dents. Telephone calls were made each night for five consecutive 
week-day nights until all respondents had been contacted. The 
refusal rate was high. Of the two hundred, forty-one or 20.5% of 
the total flatly refused. Twenty-nine or 14.5% of the total said 
via telephone that they had all their investments handled by bro- · 
kers and relied on their opinions and therefore didn't feel 
were qualified to answer the questionnaire. One hundred and 
agreed by phone to fill out the questionnaire artd return it by 
mail. However, only one half of the 130 or 32.5% of the total 
were actually received. Since the questionnaire had not been 
previously coded or the envelopes marked for means of identifica 
tion, there was no way without running up an additional telephon ; 
bill of re-checking to see just who had failed to mail back his J 
questionnaire. I 
Therefore, in the results which follow, the questionnaires '' 
were tabulated in one group with only the knowledge that orig- . 
inally they were selected from the communities of Cambridge and 
Newton. 
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GENERAL OBJECTIVES OF THE QUESTIONNAIRE 
1. what the public knows about mutual funds. 
2. what types of investments are currently favored. 
3. how mutual funds compare in acceptance with the other 
types of investments. 
4. the public's knowledge about investments in general. 
5. how the investor usually learns of financial informatia~. 
SPECIFIC OBJECTIVES OF THE -:QUESTIONNAIRE 
1. to find out what percentage of the public sampled know 
anything about or have ever heard about mutual funds. 
2. if they have heard of or know about mutual funds what 
their opinions are of them. 
3. what the public sampled knows about the various inter-
est · rates of each type of investment. 
4. to determine public perception of the amount of risk 
involved in each type of investment. 
5. to find out what types of investments the public sample~ 
favors. 
6. to determine public perception of the ease or difficultw 
of converting to cash funds invested in each type of in!L 
I 
vestment. 
7. to find out what the public thinks about the reasonable 
safety of each type of investment. 
s. to find out how the public usually learns of its finan- i 
cial information. 
I 
I 
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THE FINDINGS 
Be cause of the small area sampled, these findings cannot 
be considered as being definitive. Rather, since this is the 
first known information of its kind availabl~, it should be of 
aid in serving as a sample indication of what potential investo 
in two greater Boston communities know and think about the Mutu 
Fund type of investment in relation to other such means of inve 
ing as: 1. u.s. Government Bonds; 2. Savings Banks; 3. Cooperat·l e 
Banks; 4. Stocks; 5. Bonds; ~Real Estate; and 7. Life Insuranc • 
Table 1 - PUBLIC KNOWLEDGE OF MUTUAL FUNDS 
Know 58 
Don't Know 7 
65 
Perhaps, one of the reasons why so many respondents indi-
cated knowledge of Mutual Fund, is due to the fact that they 
live in the ttbackyard" of Mutual Fund management, since Boston 
is considered the center of ~!utual Investment Company mana g ementi . 
Another reason could conceivably be attributed to the fact that 
the people sampled were found to be in the .$·5, 000 a year or b e tter 
income brackets, as judg ed by the monthly rents they eitper said 
they now pay or would pay if renting. For more extensive backgr nd 
knowledge on these respondents, the reader is referred to tables 
17-23 of this chapter. 
20 
Table 2 - OPINIONS OF MUTUJ\L FUNDI:> 11What is your opinion 
of Mutual Funds as a means. of investment fit 
Like 
Don't Like 
Don't Know 
49 
9 
7 
65 
Of the 49 who expressed a liking for Mutual Funds, or the 
LIKE GROUP, 25 made comments. Four liked them because your money 
is handled by experts, and 5 thought mutual funds the only way 
to get diversification of risk. Others made the fol l owing commen~s 
of criticism: 12 that mutual funds are okay for those not having 
sufficient time to handle their own investments but that they 
could do better, 1 said that certain funds are to be avoided 
at various points in the cycle, 1 that funds are frequently used 
for the personal advantages of management, and 1 that the funds 
seldom do better than _the Dow-Jones averages. 
The comments of those who indicated a dislike for Mutual 
Funds, or the OON'T LIKE GROUP, included criticisms that the 
selling charges are too great, that the salesmen and management 
cuts are too big, that quart~rs of management are too costly, an 
that the individual can do just as well on his own. 
T_hos e not knowing of Mutual Funds, or the DON 1 T KNOW GROUP 
gave no reasons for their not knowing. 
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The next two tables give breakdowns by groups as to owner 
ship of a savings account and previous investment experience. 
Table 3 - SAVINGS ACCOUNTS "Do you have a savings account ! " 
LIKE GROUP DON .1 T LIKE GROUP DON'T KNOW G_ UP 
Yes 
No 
35 
14 
49 
6 
_L 
9 
5 
2 
7 
It is apparent that a majority in each group have the 
ability to save as expressed by indicated ownership of a saving 
account. 
Table 4 - INVESTIVIENT EXPERIENCJ1! "Have you ever put money 
into one or more of the following types of investments?" 
Like iDon't Like Don't know 
Group Group Group 
u.s. Gov ' t Bonds 41 of 49 6 of 9 6 of 7 
Savings Banks 33 n 8 " 4 II 
Cooperative Banks 19 n 5 II 1 It 
Stocks 36 It 7 II 3 II 
Bonds 23 It 4 II 2 It 
Real Estate 26 tt 7 II 3 II 
Mutua l Funds 25 II 0 
" 0 
Trust Funds 4 II 1 
" 
0 
Other Types 1 Oil Royalties 1 Short term 0 
Notes 
These figures give an overall picture of considerable 
investment experience on the part of all three groups. 
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The following tables show group opinion as expressed wit 
each type of investment. 
Table 5 - U.S. GOVERNMENT BONDS "What is your opinion of 
u. s. Government Bonds as a means of investment?n 
LIKE 
GROUP 
Like 
iDon't Like 
Don't Know 
40 
9 
-- · 
49 
DON'T LIKE 
GROUP 
6 
3 
9 
DON'T KNOW 
GROUP 
7 
7 
In the LIKE GROUP, the following comments were returned. 
Eight lik ed them for their safety, 3 thought Gov't Bonds should 
form a portion of every portfolio, 6 like them·only out of pat-
riotism. Seven think them too conservative and the ~ate of retu n 
low. Sixteen. made no comments as to why they like Gov•t ·Bonds. 
Those 9 ' liking mutual funds but not liking Gov't Bonds 
as a means of investment said that they are no good in periods 
of inflation. 
The DON'T LIKES GROUP had 6 respondents liking Gov't Bond 
for reasons of their soundness, marketability and patriotic im-
plications. 
In the DON'T KNOW G~OUP those making comments as to why 
they liked Gov't Bonds, one liked them for patriotic reasons. 
Two said they don't actually get 4 for every 3 dollars invested. 
There were no other comments. 
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Table 6 - SAVINGS BANKS nwhat do you think of Savings 
Banks as a means of investment?" 
LIKE GROUP DON'T LIKE DON'T KNOW 
GROUP GROUP 
Like 39 5 6 
Don't Like 10 4 
.Don 1 t Know 1 
49 9 7 
Of the LIKE GF10UP 25 made cpmments as follows: 20 like 
the convenience and safety offered~ but at the same time pointe 
out the low rate of return; 3 liked them for means of providing 
a temporary account either for making other inves.tmen ts or for 
emergencies; and 2 felt they were a n~cessity for diversification 
of risk. 
The same group didn't like Savings Banks as a means of 
investment , because of their low rate of return. This was the 
general comment of the 5 out of 10 in the group who expressed 
comments. 
Only two comments were expressed by the DON'T LIKE GROUP 
who liked Sayings Banks. These two liked them for their safety 
but felt the rates of ~eturn too low. 
In this same group, 4 expressed a dislike for Savings 
Banks because of their low yields. 
Two comments of those liking Savings Banks as expressed 
by the IDON 1T KNOW GROUP dealt with safety and convenience. One 
person hadn't given the matter much thought. 
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Table 7 - COOPERATIVE BANKS "How about Cooperative Banks 
as a means of investment?" 
Like 
.Don't Like 
Don't Know 
No Answer 
LIKE GROUP DON'T LIKE 
GROUP 
32 
6 
10 
1 
49 
6 
3 
9 
DON'T KNOW 
GROUP 
3 
4 
7 
Only 15 comments were made by the LIKE GROUP liking Coop j 
erative Banks. Of these, 5 liked their safety; 2 as a good meanj 
of financing real estate; whereas 6 felt they were okay but not ! 
for them; 1 liked them only out of necessity; and 1 liked them 
but felt they were risky. 
Of the 6 in this group not liking Cooperative Banks 5 ma b 
comments cr i ticising their low yield. 
Of the 10 in this same group not knowing about Cooperativ 
I 
Banks 8 made comments they hadn't given the matter much thought. 
In the DON'T LIKE GROUP those liking Coopera~ive Banks 1 I 
liked them for their borrowing convenience and 1 for their syste -
atic methods of saving. Four made no comment. 
In this same group, 3 respondents didn't like them because 
they felt they offered poor inflationary protection. 
No comments were made by the DON'T KNOW GROUP. 
. II 
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Table 8 - STOCKS "Generally speaking, what do you think 
about stocks as a means of investment?" 
Like 
Don't Like 
Don't F~ow 
LIKE GROUP 
49 
49 
DON'T LIKE 
GROUP 
8 
1 
9 
DON'T KNOW 
GROUP 
4 
3 
7 
Unanimous approval was accorded Stocks as a means of in-
vestment by the LIKE GROUP. A total of 41 comments were returned 
as follows: 25 liked them as inflationary hed ges · and for their 
good returns; but 16 though liking them felt that you had to kno 
what you were doing or suffer great losses. 
In the DON'T LIKE GROUP all 6 liking stocks commented that 
they were good inflationary hedges but also added that you have 
to know what you are doing or suffer losses. 
Two respondents in the DON'T KNOW GROUP expressed a likin 
for stocks because of their good returns. There were no other 
comments. 
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Table 9 - BONDS "Generally speaking, what is your opinior: 
of Bonds as a means of investment?" 
I 
I 
LIKE GROUP DON 'T LIKE DON 1 T KNOW I GROUP GROUP 
I 
Like 38 6 2 
I Don't Like 6 2 
Don ' t Know 3 
No Answer 5 1 2 
49 9 7 
The comments of the LIKE GROUP liking Bonds as a means ol l 
investment numbered 31. Seven liked their safety; 10 thought th9~ 
good for certain purposes; 4 considered them good as a hedge a g, inst 
the faultability of one's judgement; 5 thought them good only in 
deflationary periods; and 5 liked them but thought their yields 
too low. 
Three of the 6 disliking Bonds in this group gave the J 
following criticisms: 2 said that because of their fixed r a te of 
return they were no good in inflationary times; and 1 said he 
. I 
simply wouldn ' t buy them. There were 5 who didn't answer question. 
In the DON'T LIKE GROUP 5 out of the 6 liking Bonds , lik~d 
them for the following reasons: 2 f_or their protection of purcht:l -
ing power; 1 if purchased at a low figure; and 2 though liking 
them thought their yield too low. I 
The 2 not liking Bonds in this group criticised .their l adk 
of protection a gainst inflation. There was one who didn ' t answe J 
the question. 
No comments were given by the DON'T KNOW GROUP . 
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Estate 
owning 
Table 10 - REAL ESTATE "How do you feel about Real Es-
tate as means of investment?" 
Like 
Don't Like 
Don 1 t Know 
No .Answer 
LIKE GROUP 
29 
18 
2 
49 
DON'T LIKE 
GROUP 
6 
2 
1 
9 
DON'T KNOW 
GROUP 
2 
1 
4 
7 
Out of 29 in the LIKE GROUP indicating a liking for Real 
as a means of investment, 23 made comments. Ten consider j b 
own home as Real Estate investment; 6 considered it a goal 
means of investment; 2 a good means of inflationary hed ging; 1 
considered it visible wealth; 1 as enduring wealth; and 1 okay 
In the DON'T LIKE GROUP 4 out of the 6 liking Real Estat 
commented as follows: 3 felt it was only good if bought at the 
right time and 1 thought Real Estate to be a good hedge against 
inflation. 
The two disliking Real Estate in this same group felt th 
the subject required too much time and knowledge and was too ri 
Only. one did not answer the question. 
No comments were given by the DON'T KNOW GROUP who answe, ed 
the question. .I 
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Table 11 - LIFE INSURANCE "What do you think of Life 
Insurance as a means of investment?" 
Like 
Iilon' t Like 
Don't Know 
No Answer 
LIKE GROUP 
34 
14 
1 
49 
DON'T LIKE 
GROUP 
4 
4 
1 
9 
DON'T KNOW 
GROUP 
2 
2 
1 
2 
7 
Comments were made by 26 of the 34 in the LIKE GROUP 
as to why they liked Life Insurance as a means of i nvestment. 
They were as follows: 13 considered it a must; 2 liked it 
of the Pr~t ection afforded plus investment at a low rate; 2 con 
sidered it a systematic way to build an estate; but 9 though 
expressing a liking pointed out the loss of actual dollar retu r 
Seven out of the 14 in this same :group who disliked life 
ins urance as a means of investment said it is a nusiance. One 
failed to answer the question. 
No comments were made by any of the respondents in the 
DON'T LIKE GR OUP or the DON'T KNOW GROUP. 
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Table 12 - RA.TES OF RETURN "In your opinion, what is the 
approximate rate of return on each of the following1n 
- LIKE GROUP -
1.5% 2% 2.4% 2.5% 2.9% 2.75% 3% No Answer 
1 9 3 21 1 1 6 7 Gov' t Bonds 
1% 1.5% 2% 2~4% 2.5fo 3% 5% N0 Answer Savings Banks 2 3 25 2 7 1 1 8 
Total 
49 
Total 
49 
Coop. Banks 
No 
1%1.5%2%2.4%2.5%3%3.4%3,5% 4%5% Answer To •al 
2 9 12 1 1 2 2 20 49 
Stocks 
Bonds 
4-5% 5-6% 
5 12 
6-7% 
20 
7-8% No Answer 
4 8 
2.5-3% 3% 3.5% 4-5% No Answer 
6 17 4 12 10 
No 
3-3.5% 4-4.5% 5-5.5% 6-6.5% 7-7.5% Answer 
Mutual Funds 2 19 14 2 12 
1-1.75% 2-2.5% 3-3.5% 5-6% No Answer 
Life Insurance 5 7 9 4 24 
Total 
49 
Total 
49 
Total 
49 
Total 
49 
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Table 12 - RATES OF RETURN (continued) 
- li)0N 1 T LIKE GROUP -
2% 2.4% 2.5% 2.9% 4% No Answer 
Gov't Bonds 1 1 3 2 1 1 
1% 2% 2.4% No Answer 
Savings Banks 1 7 i 
2.5% 3% No Answer 
· Cooperative Banks 3 6 
5-7% No Answer 
Stocks 8 1 
2.75% 2.8% 3% No Answer 
Bonds 1 1 6 1 
3% 4-4.5% 5% No Answer 
Mutual Funds 1 6 1 1 
2-2.5% 3-3.5% 6% No Answer 
Life Insurance 2 2 1 4 
Tot a 
9 
Tot a 
9 
Tot a 
9 
Tot a, 
9 
Tot a 
9 
Tot a 
9 
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Table 12 - RATES OF RETURN (continued) 
- DON ' T KNOW GROUP -
1%' 2%' 2.5% No Answer 
Gov 1 t Bonds 1 1 2 3 
1%' 1.5% 2%' 2.5% No Answer 
Savings Banks 1 1 1 1 3 
2.5% No Answer 
Coop. Banks 1 6 
4-5% No Answer 
Stocks 2 5 
2% 3-4% No ./l.nswer 
Bonds 1 1 5 
No Answer 
Mutual Funds 7 
No Answer 
Life Insurance 7 
Total 
7 
Total 
7 
Total 
7 
Total 
7 
Total 
.7 
Total 
7 
Total 
7 
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Table 13 - RISK AND SAF_t~;TY nwhat do you think of the 
"risk" involved in each of the following types of in-
vestments'! " 
- LIKE GROUP -
Very Quite Some Some -Quite Very Don't No Tot-
Risky Risky Risk SafetySafe Safe Know Answer al 
u.s. b ov 1 t Bonds 1 
Savings -Banks 1 
Cooperative Banks 1 
Stocks 4 
Bonds 1 
Mutual Funds 
Life Insurance 1 
Real Estate 7 
5 
1 
2 
1 
1 
2 
20 
3 
7 
.- , 
--
17 
3 
5 
1 
10 
19 
18 
.. ~ 5 
11 
8 
11 
22 
9 
20 
14 
9 
8 
36 
31 
17 
1 
6 
8 
32 
1 
6 
1 
2 
2 
49 
49 
49 
49 
49 
49 
49 
49 
The respondents in this group think that u.s. Gov 1 t Bonds 
and Life Ins·urance are the safest and the least risky. They fur-
ther think that Savings Ba?ks, Mutual F\mds, Cooperative Banks, 
and Bonds in that order are next as being safe with the least 
amount of risk. Stocks and Real Estate they think are the most 
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Table 13 - RISK AND SAFETY (continued) 
- DON'T LIKE GROUP -
Very Quite Some Some Quite Ve ryDon' t No Tot -
Ris·ky Risky Risk Safety Safe SafeKnow Answer al 
u. s. Gov 1 t Bonds 2 2 5 9 
Sav i ngs Banks 1 1 1 6 9 
Cooperative Banks 1 2 3 3 9 
Stocks 2 3 3 1 9 
Bonds 2 1 3 3 9 
"'-· Mutua l Funds 1 5 1 2 9 
Life Insurance 2 2 5 9 
Real Estate 1 1 3 2 1 1 9 
Because of the low number of respondents in this group no 
definite trend can be established. What few replies there.· are 
seemed .to be f ollowing the LIKE GROUP. 
Table 13 - RISK AND SAFETY (continued) 
u.s. Gov 1 t Bonds 
Savings Banks 
Cooperative Banks 
Stocks 
Bonds 
Mutual Funds 
Life Insurance 
Real Estate 
Again no 
- DON'T KNOW GROUP -
Very ·.Quite Some Some Quite Very Don 1 t No Tot-
Risky Risky Risk Safety Safe Safe Know Answer al 
1 1 3 2 ? 
1 2 3 1 7 
1 1 3 2 ? 
2 1 1 3 ? 
-· 1 2 1 3 7 
1 1 1 4 ? 
3 1 3 ? 
2 1 1 3 - ? 
definite trend has been established. One can only 
· draw h i s own conclusions. 
Table 14 - MARKETABILITY nHow easy do you feel it is to 
turn holdings in any one of the following types of in-
vestments into 'ready cas h' ?" 
- LIKE GROUP -
Very Easy Not So Difficult 1Don 1 t .No Tot-
Easy 1\..now Answer al 
u.s. Gov 1 t Bonds 46 3 49 
Savings Banks 39 5 5 49 
Cooperative Banks 24 14 9 2 49 
Stocks 40 9 49 
Bonds 33 15 1 49 
Real Bstate 3 29 15 1 1 49 
utual Funds 32 il 1 5 1 49 
ife I;q.surance 22 15 5 4 1 49 
This was not an open-end question, hence no space was 
rovided for individual comments. Respondents were asked only 
o indicate their feelings via a check mark. The majority of the 
espondents in this group feel that Gov't Bonds are nvery Easy" 
o convert into cash. Holdings in Savings Banks, Stocks, Mutual 
Funds, Cooperative .Danks, and Bonds are ranked next in order as 
I o degree in converting into "ready cash". 
On the other hand, holdings in Real Estate and Life In-
i.urance are felt by the respondents in this group to be difficul 
[n converting to cash. 
I 
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Table - MARKETABILITY (continued) 
iU.S. Gov't Bonds 
avings Banks 
ooperative Banks 
tacks 
onds 
eal Estate 
utual Funds 
ife ' Insurance 
- DON'T LIKE GROUP -
Very Easy Not So Difficult 
Easy 
9 
9 
6 
8 
6 
1 
7 
7 
3 
1 
3 
8 
2 
1 1 
Don't No 
Know Answer 
. -
9 
9 
9 
9 
9 
9 
9 
9 
Tot 
al 
With so few returns for this group, it is impossible to 
arm any conclusions since no definite trend has been establishe • 
owever, what few returns there are show that respondents not 
iking Mutual Funds (DONIT LIKE GROUP) appear to feel it is easy 
to con vert holdings in Mutual Funds in to "ready cash". 
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Tabl e 14 - W~RKET~BIL ITY (continued) 
- DON'T KNOW GROUP -
Very Easy Not So Difficult Don't No Tot- I Easy Know Answer al 
1 
u. s . Gov 1 t Bonds 6 1 7 
Savings Banks 4 2 1 7 
Cooperative Banks 2 1 3 1 7 
Stocks 3 1 1 2 7 
Bonds 3 1 1 2 7 
Real Es t a t ·e 4 2 1 7 
Mutual Funds 7 7 
~·. 
Life Insur ance 1 1 3 2 7 
Here again because of inadequate returns no definite 
trend has been established. 
Table 15 - CURRENT PARTICIPATION IN INVESTMENTS "Please 
check all of the following types of investments which 
you are currently using~" 
U.S • Gov 1 t Bonds 
Savings Banks 
Cooperative Banks 
Stocks 
Bonds 
Real Estate 
Mutual Funds 
Life Insurance 
Trust Funds 
LIKE 
GROUP 
38 of 49 
35 
13 
35 
22 
29 
20 
40 
5 
" 
" 
It 
II 
" 
II 
It 
n 
Other Types 1 Oil Royalities 
DON'T LIKE 
GROUP 
7 of 9 
5 n 
2 tl 
8 tl 
1 It 
5 ·tl 
8 
1 
" 
DON'T KNOW 
GROUP 
6 of 7 
5 
1 
3 
2 
2 
4 
1 
n 
n 
n 
n 
" 
" 
It 
Of the 49 who expressed a liking for Mutual Funds or the 
GROUP, only 20 indicated that they are now using this form 
f investment. Preference as expressed by current use by the Lj 
ROUP was as .follows: Life Insurance, Gov 1 t Bonds, . Stocks, Savin 
anks, Real Estate, Bonds, Cooperative Banks and Trust Funds. On 
ndicated present use of Oil Royalties. 
In the DON'T LIKE GROUP respondents are using Life Insur 
and Gov't Benda most, next Savings Banks and Real Estate fo 
owed by Cooperative Banks and Trust F'unds in that order. 
The IDON'T KNOW GROUP are currently using the following i1 
estments: Gov't Bonds, Savings Banks, Life Insurance, Stocks, Bo ds , 
eal Estate, Cooperative Banks and Trust Funds • . 
Only 20 of the total 65 respondents indicated that they 
ere using Mutual Funds at present. 
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Table 16 - W.A.YS OF OBTA..INI NG FINANCIAL INFORMATION " How 
do you usually learn about financial information?" 
Get financial information from 
financial pages of daily news-
papers, the Wall Street Journal 
and its likes, magazines, and 
rom various printed financial 
et financial information from 
LIKE 
GROUP 
31 
investment brokers or counsels. : 13 
o i\.nswer 5 
49 
DON'T LIKE 
GROUP 
7 
2 
9 
DON'T KNOW 
GROUP 
6 
1 
7 
40 
The following tables present background information on 
he survey's respondents group by group. 
Table 17 - BRE!KDOWN BY SEX 
Male 
Female 
LIKE GROUP iOON 1 T LIKE DON 'T KNOW 
47 
2 
49 
GROUP GROUP 
8 
1 
9 
7 
7 
Table 18 - BRE!KDOWN BY AGE GROUPS 
25-35 
35-45 
45-55 
55-65 
Over 65 
LIKE GROUP DON'T LIKE DON 'T KNOW 
1 
11 
18 
17 
2 
49 
GROUP GROUP 
1 . 
4 
2 
2 
9 
3 
2 
1 
1 
7 
Table 19 - MARRITAL STATUS 
Married 
Single 
LIKE GROUP DON'T LIKE DON 'T KNOW 
48 
1 
49 
GROUP GROUP 
8 
1 
9 
7 
7 
41 
li 
Table 20 - HOME OWNERSHIP 
LIKE GROUP DON'T LIKE DON'T KNOW 
GROUP GROUP 
Yes, Do Own 45 8 4 
No, Do Not Own 4 1 3 
49 9 7 
Table 21 - RENTAL VALUES EITHER NOW PA ID OR WOULD PAY 
Since the respondents were originally selected from aver 
age monthly block rental values, it was necessary to ask both 
hat they now pay for rent if not owning their own home or what 
they would pay if they had to rent. This was done to get an idea 
of the res p ondents approximate income groups. In other word s whe -
er or not they could be jud ged in the $5,000 a y ear income brae 
or better . 
RENTAL 
VALUE 
RANGE 
$ 75-100 
100-125 
125-150 
150-200 
200-300 
300-400 
No .Answer 
LIKE GROUP DON 'T LIKE DON ' T KNOW 
GROUP GROUP 
2 
10 2 3 
17 3 2 
8 4 
2 
12 
49 9 7 
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Table 22 - OCCUPATIONS BY GROUPS 
- LIKE GROUP -
Investment Business 9 
Executive 7 
Selling 5 
Housewife 2 
Retired 3 
Manufacturer 2 
Real Es tate 1 
Steward 1 
Architect 1 
Teacher 2 
Lawyer 6 
Physician 2 
Fashion Promotion 1 
Public Relations 1 
Accountant 1 
Research Engineer 1 
"Desk Jockey" 1 
Physicist 1 
- DON ' T LIKE GROUP -
Investments 4 Construction Engineer 
Salesman 2 No Answer 
Housewife 1 
- OON 'T KNOW GROUP -
Teacher 2 Inspector 1 
Retired 1 Public Relation• 1 
.Attorney 1 Writer 1 
Table 23 - AMOUNT OF E.DUCATION RECEIVEiD . 
LIKE GROUP DON'T LIKE DON 'T KN OW 
· GROUP GROUP 
Some High School 2 3 1 
High School Grad- 3 
uate 
Some College 7 2 1 
College Graduate 37 4 5 
49 9 7 
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CHAPTER IV 
CONCLUSIONS AND RECOMMENDATIONS 
CONCLUSIONS 
What have we learned from the questions aske~? To begin 
with, the majority of Fund managements do not have a clear de-
finition of their publics. There is a wide divergence of opinion 
in the publics considered important. Witp few exceptions, notabl 
larger companies, the majority do not have a clear understanding 
of Public Relations and how it functions. 
Advertising, used by most businesses to promo t e sales is IJ 
not available to the Fund industry. Fund advertising is restrict jl 
ed by the Securities Act of 1933. A company can only advertise 
the name of its fund and offer a prospectus describing the fund 
· in detail. No opportunity is provided companies thru this form 
of advertising to educate the public or to do much i n influencing 
sales. Hence, much of this work of educating and influencing sal~ s 
• I 
that can not be accomplished thru advertising can be accomplishe ' 
with Public Relations, as recommendations will later attempt to 
show. 
Also, it is apparent that companies can be helped by Publ c 
Relations more in the case of some publics than others. 
It seems to the author, that of all the publics discussed 
their order of importance to the extent Public Relations can be 
valuable in dealing with them are: 1. the potential investor; 
2. the shareholder; 3. the federal and state regulatory bodies; 
4. the bankers and lawyers; 5. the dealers; 6. the employees; 
7. the financial press; 8. the industry's associations; and 9. 
the corporations or corporate officials whos~ securities are 
held by the fund. 
I . 
I 
Probably the only two yardsticks of importanc~ for measur-
ing the value of Public Relations to the Fund companies in deal-
ing with any of these publics are: 1. the extent to which such 
efforts will result in increased fund share sales; .and 2. the 
extent to which such efforts provide insurance in the way of a 
favorable and unrestricted ·climate in which to operate. 
The potential investing public is an · outstandingly import 
ant area in which Public Relations can be valuable to the com-
panies. Obviously increased knowledge of mutual funds on the par 
of the potential investor will increase sales. Since companies 
are so restricted in telling their story by means of advertising 
Public Relations can be a highly important auxiliary in getting 
this knowledge to tbe public. As mutual fund shares are purchas-
able in any amounts, it is obvious the potential investor is any . 
I 
merican with investable savings - in short the bulk of the Amer -
can public. A vast market. 
To what extent has this market been penetrated? The answe 
is very little. Individual liquied asset holdings in 1949 totale 
$177 billion. This was distributed as follows. (See next page) ~ 
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Estimated Liquid Asset Holding s of Individuals, 1949. 
Currency 
Demand Deposits 
Time Deposits 
Savings and Loan Shares 
u.s. Gov 1 t. securites 
Total 
Billions 
$19.3 
29.8 
53.3 
11.8 
62.8 
$177 
By comparisom, individual holding s in listed securities, 
·5 
u.s. Gov 1 t. Bonds excluded, to·taled $11,4401 330 1 000 for the same 
. . 6 
year. Mutual funds accounted for only $1,973,545,000. Accordingl 
it is clear that mutual funds and securities in general are not 
reaching the public to any appreciable extent. 
The survey findings in Chapter III on potential investors ~ 
though not definitive because of its 1 imi-ted area of sample, i 
. 'I nevertheless gave indications that potential investors, .especial y 
t hose in the middle income brackets who possess consid'erable in-
vestment experience are not well informed about mutual funds. 
funds and influencing their fund share sales. These companies 
have not been able to estimate accurately, of course, to what 
extent it has influenced sales because 'it is too much of an inta r-
1 
gible. They have, however, been able to trace an increasQng 
I number of sales which can be directly attributed to publicity 
by means of inquiries received by letter. In one specific instance, 
I' 
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r.-' Es ma e es rve 
Bulletin, August 1950. 
5. "Market Value and Volume of Sales Effected on Registered 
Exchanges". S. E.C. Bulletins, Jan. 1950-Feb. 1951. 
6. Investment Companies, Arthur Wiesenberger, 1950 Edition. 
II 
Securities 
f 
I 
I 
a check of such inquiries showed that they resulted in as much 
as $250,000 in a year from such publicity. 
Thus, Public Relations use of publicity is capable of pay ' 
ing for itself through producing sales which would otherwise be I 
non-existent. Public Relations use of publicity can also provide ! 
important company insurance through building a healthy reputatio~ . 
Public Relations has also available to it such other chanJ els 
I 
of .communication as: direct-mail; institutional advertising; 
public speaking; exhibits at conventions and fairs; displays; 
radio; television; and motion pictures. However, not all of thes 
. . I 
are as profitable or practicable as oth ers, as specific recom- 1 
mendations later will attempt to show. 
Our next public is the shareholder. He is unquestionably 
. I 
ore important to the Fund .companies to cultivate than for aver- · 
age corporations because this group is first valuable to hold as 
Funds dervie a fee from managing shareholder money .as long as 
they have it. Secondly, because most shareholders are a source 
of additional sales. 
Shareholders are not reachable tbru advertising because 
of the restriction described previously. AlSo they are not e~sil~~· 
reachable thru direct-mail and most other channels of communlcat ~on 
I by Fund companies either because of governmental restrictions or 
dealer attitudes. Instead, they are best approached by dealers 
tbru direct-contacts or indirectly thru means developed for the 
dealer by the company. Public Relations can be helpful in assist~ 
. . jl 
ing in the development of these means designed to stimulate deal ~~r 
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. . 
sales, as recommendations will lat·er show. 
Federal and state regulatory bodies certainly need more 
educating and clutivation by Fund management. Undoubtably, mutua] 
r funds are one of the most restricted industries under federal an~ 
state edict. This is ap oarent in the regulation governing advert ~ s-
11 
ing and in almost every other mana gement and sales phase of company 
operations. While it is evident that the industry's associations 
work with these regulatory bodies in a legal sense 6.n interpre-
tations of regulations, it is equally evident that little work 
is being done by the companies in a Public Relations sense to 
create a better understanding on the part of the regulators of 
industry problems. As regulatory bodies, they are in a position 
to greatly hamper growth of the industry. Obviously much can be 
done here by Public Relations to crea·te a better understanding 
and hence build toward a more reali stic set of regula tions. 
Bankers and lawyers ' as noted, are professional groups of 
major importance to Fund companies. Since people tend to go t6 
them for financial advice, they constitute a source of fund 
share sales thru their recommendations to inquirers seeking ad-
vice on fund shares!' Several companies report sizable fund share 
sales lost thru bankers' negative attitude when asked about fund • 
Similarly fund sales have been lost by lawyers' negative attitud 
when approacl;led by clients to draw-up trust instruments involvin~ 
fund shares. Conversely, these companies have found that bankers 
and lawyers who have been educated or do know about mutual funds 
either approve of their use, resulting in sales, or actually make 
I 
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direct ·inquiries about them. 
Fund officials do n-ot have time, Public Relation~ know-ho , 
or funds to extensively educate these g roups to a better under-
standing of their funds and their uses. However, thru Public 
Relations these groups can be more fully and less expensively 
reached. 
The dealer is almost entirely a sales problem and best 
handled by the Fund's selling organization. However, much that 
can be done of a Public Relations nature to reach oth er publics 
of importance such as the potentia l investor and 'bankers and 
lawyers can be extended thru dealers. Although dealers are not 
as restricted in advertising, direct-mai'l, or other forms of .pro Jl 
tmo~ion as Fund companies, they are generally speaking, not famil ll 
iar with governmental restrictions or have the time to. carry on 
such activities. A company Public Relations man can b e of assistlnce 
to the dealer in aiding him to more effectively reach these 
publics ~and thereby help to increase his sale,a. 
Employee relati·ons are not ·as important as in most indust ies 
becaus_e staffs are relatively small in number. However, Public 
Relations can do a number of th ings requiring little time or mon· 
ey that will ht?lp to build employee morale and decrease personne 
turnovers. 
The remaining groups: the financial press; the industry's 
associations; and corporate officers whose securities are held 
by the fund have been treated last because they are not normally 
sources of fund sales. Rather, they afford means of directly or 
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indirectly influencing the other publics and hence are important 
as channels of communication for Public Relations. 
Of major importance among the three is the financial pres ~ 
In the absence of an effective means to advertise, the financial 
press can be very helpful in bringing knowledge and facts of boti, 
the industry and the individual companies to countless thousands 
of potential investors. As further evidence of this group :' s - po- --
tential importance, the survey findings in Chapter III indicated 
that potential i~vestors rely on the financial press for their 
financial information. It is readily apparent that such publicit 
~ill not be extensive in amount without the close cultivation 
c ' 
of fil1.ancial · editors and writers. This extends equall.y to editor 
and writers of general interest publications whose assistance in 
reaching the potential investor might be valuable. Thus, Public 
Relations which normally works with and understands the press 
can be of value to Fund companies. 
As this _discussion here involves Public Relations primari y 
at the company level, industry associations are a part of compan~ 
Public Relations only to the extent that the former assists the 
latter. A company· Public Relations man having a strong associaticn 
to work with, one that is doing Public Relations work, can be an 
important liasori. He can a·ssist them in supplying useful materia 
and figures and helping them with their advertising. 
While corporations or corporate officers are sources of 
fund share sales, they are more important as sources of informat 10n 
in the supervision of the fund's investments. It is probable tha J 
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the major responsibility for such .cultivation belongs to the 
fund's investment management staff. However., Public Relations 
could be a va~uable aasistant in recognizing, preparing and dis-
seminating information about a Fund which would be of interest 
to corporate officers and would promote a better relationship 
with this important group. 
Therefore, - on the basis of the foregoing, the author con-
eludes that the avera ge Mutual Investment Fund would be greatly 
benefited through use of sound Public Relations proceedure. 
:., : L.'TIONS 
~MU,·~l ATl "'N'., 
BRAR 
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RECOMMENDATIONS 
How can this need for Public Relations on an individual 
company basis be best met? Where can Public Relations do the 
most good? What can it accomplish? What means or channels of 
communica tion are most profitable and practical to use? Will 
Public Relations pay for itself? 
In answer to these questions the author offers the follow-
ing recommendations, but cautions management to unde rstand t hat 
none of them are meant to work overnight. The job of building 
and maintaining good relations with, and the educat i ng of , t heir 
publics will require much time, considerable t h ought, and care -
ful planning in order to produce satisfactory results. 
To begin with, management should extend its efforts to 
I educa t e its potential investors - t he general public · - about 
l mutua l f unds. Here is a va s t potential sales market which appear~ 
to have been l ittle penetrated. Obvi ously increased knowled ge 
about mutual funds on the part of the general public will in-
crease fund share sales. Public Relations can do much along thes~ 
lines. Public Relations provides opportunities for educating the 
public and for influencing sales, which advertising does not. T~~u 
its use of publicity, Public Relations can get facts about the ~~d 
to the public that will help not only to breakdown sales resis-
tance but also to build a healthy reputation for the Fund. A 
Public Relations man's training enables him to know how to wr i tej 
and distribute the k ind of publicity that will be the most effec f' i ve . 
1 Public Relations use of publicity demands close work ing 
l with the press. Since this group has final say as to whether or 
not items get into print, their friendship is important to the 
success of any company's Public Relations program. Thus, it pays 
to have the press on your side. The cultivation of this group 
is a job for a Public Rele.tions man since he normally works witt 
I and understands them. 
Other channels of communication best handled by Public 
Relations at relatively low cost are: public speaking programs; 
exhibits at convenrtions and fairs; and forums. Radio, televisior: j 
and motion pictures are largely either impracticable or too cost ~y 
to use at the present. 
As to the next recommendation, much could be done for the 
ful, readable annual or periodic reports; informative enclosures 
with distribution checks; publications designed solely for share 
holder consumption; and forms or material making it convenient 
for him to own fund shares such as forms making it easy for him 
to report income taxes or share dividends. 
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Next, greater emphasis should be placed on establishing 
better understanding of industry problems with federal and state 
I 
regulators. Better relations with these regulators on the part · 
of management could well pave the way for eventual r elaxing of 
burdening restrictions. Management should begin this process of 
creating better understandings by personally getting to know as I 
many regulators as possible. To maintain these relations, a Publ~c 
Relations man is recommended. It would be his job to prepare and 
send noteworthy material to the federal commissioners and staff 
and state regulators at a personal level that would both educate 
and inform. 
Bankers and lawyers need more cultivation and educating by 
management. These professional groups can be sources of fund 
share sales either by their own participation or by their recom-
mendations of fund shares to inquirers. Until educated, their 
attitudes toward fund shares will be negative. Public Relations 
can be of valuable assistance to management in aiding them to 
educate these groups. A Public Relations man's know how would 
enable him to prepare articles of interest for appearance in 
banking and legal publications and broadsides or pamphlets as 
means of educating these groups. 
Dealers could be assisted by Public Relations to help in-
crease their sales. As pointed out, dealers are not as restricte 
in their use of advertising, direct-mail, or other forms of pro-
motion in reaching such important publics as potential investors 
I 
and bankers and lawyers. However, generally speaking, they are n®t 
I 
I 
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familiar with such restrictions nor do they have the time to 
carry on such activities. The company Public Relations man can 
assist them by helping them with: advertising layout s; preparation 
of material useful in aiding them to sell; promotional ideas 
designed to stimulate sales; and keeping abreast of regulatory 
changes. 
Public Relations can help with employee relations by build~ 
ing morale and decreasing turnover of personnel. Some of' the 
things that a Public Relations man could do along these lines 
are: design .and write employee manuals and house organa and help, 
draw up insurance, medical or pension plans. 
Overall, Public Relations can do much to: educate the gen-
eral public and breakdown sales resistance; organize the press; 
reduce shareholder redemptions; create better understandings of 
industry problems with federal and state regulators; make banke~~ 
and lawyers think more favorably towards mutual funds; assist 
dealers in furthering their sales efforts; and help build morale 
and decrease employee turnovers. 
The managements of all Mutual Investment Companies, re-
gardless of size, should find some form of an organized Public 
Relations program of valuable assistance to them in helping to 
increase the sales of their fund shares. 
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APPENDIX "A II 
COPY OF LETTER SENT RESPONDENTS 
in 
CH!PTER III SURVEY 
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-' 
'\Dear Sir: 
PARKER SIMPSON 
GRADUATE STUDENT 
SCHOOL OF PUBLIC RELATIONS 
BOSTON UNIVERSITY 
OCTOBER 16, 1950 
Little attempt has been mad e to ask the public what they 
real~y think and how they actually feel about the various ways 
rovided them for investing their savings. As the subject of my 
Master's Thesis at Boston University's School of Public Relations, 
II am mak ing a detailed survey study of public attitudes and opin4 
~ons regarding the various types of investments. The purpose of y study is to ascertain on a scientific ba~is, current public pinion, knowl~dge and information concerning investments . This survey is in no way connect~with any investment firm, nor of 
~curse is it to be used to solicit business by myself or anyone 
'else. 
Your wholehearted cooperation will be greatly appreciate I 
~n filling out the attached questionnaire. This is to be an anon l l 
wmous questionnaire, therefore, PLEASE DO NOT SIGN YOUR NAME TO I 
~HIS QUESTIONNAIRE, as it is your opinions and your opinions onlYiJ 
which are being sought. As you will note, the questionnaire con-
~ains no tricky or embarrassing questions, nor does 1.t attempt to 
pry into y our private affairs. I 
I 
. Perhaps, you are curious as to how y ou were selected. Be 
ause a survey of this nature must be done scientifically to 
ssure reliable and valid final findings, a representative, random 
bampling of the public waR made . Y9ur address was one of those 
~ ew chosen to participate. Your views and opinions will have a 
wital and direct beaving in determining just which form or forms 
f investments are actually favored by the public today, and mos ~ mportant of all, what you the public really think of them. 
I will personally call for the questionnaire within a week . 
If you wish a summary copy of the final findings, please II . 
vrite me in care of the letter-head address. Or, if this is n ot 
onvenient, a copy of my Master's Thesis will be on file in the 
~ibrary of the School of Public Relations, Boston University, 84 
xeter Street, Boston. 
Cordially yours, 
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APPENDIX "B" 
COPY OF QUESTIONNAIRE SENT RESPONDENTS 
in 
.CHAPTER III SURVEY 
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•QUESTIONNAIRE 
(FOR THE PURPOSES OF THIS STUDY IT IS ESSENTIAL THAT THIS QLillSTI N~ 
NAIRE BE FILLED OUT BY THE PERSON MOST LIKELY TO HANDLE TB~ FAMI~Y 
I NVESTMENTS) ' II 
1. Do you have a savings account? Yes No 
2. Have you ever put money into one or more of the following typ~ s 
of investments? (CHECK ALL THOSE YOU HAVE ACTUALLY I NVESTED I r' ) 
U.s. Government Bonds_, Savings Banks_, Cooperative Banks I J 
Stocks J Bonds ___ , Real Estate ___ , Mutual Funds(Investment 
Trustsr-- , Trust Funds ___ , Other Types ______________________ __ 
--3. What is your opinion of U.S. Government ~onds as a means of 
investment? (PLE!SE CHECK) 
Like very much ___ , Like quite a bit __ , Like somewhat_J Don't 
Like a t all_, Never heard of_, PLEASE EXPLAIN _______ _ _ 
4. What do you think of Savings Banks as a means of investment? 
(PLEASE CHECK) _ 
Like very much __ , Ltke quite a bit_J Like somewha t_, Don't 
like at all __ , Never heard of_ PLE~SE EXPLAIN _____________ _ 
5. How about Cooperative Banks as a means of investment? (PLEASE 
CHECK) 
Like very much_, Like quite a bit_, Like somewhat_ , Don't 
lik e at all_, Never heard of __ PLE!SE EXPLAI~~-----------
6. Generally speaking, what do you think a bout Stocks as a means 
of investment? (PLEASE CHECK) 
Like very much_, Like quite a bit __ , Like somewhat __ J Don't 
like at all __ , Never heard of_ PLEASE EXPLAIN _______ _ 
7. Generally speaking, what do you think about Bonds as a means 
of investment? (PLEASE EXPLAIN) 
Like very much_, Like quite a bit __ , Like somewhat_, Don't 
like at all __ , Never heard of PLEASE EXPLAIN __________ ~-----
8. How do you feel about Real Estate as a means of investment? 
(PLEASE CHECK) - .. 
Like very much __ , Like quite a bit_, Like somewhat __ , Don't 
like at all __ , Never heard of_ PLEASE EXPLAIN . 
9. What is your opinion of Mutual Funds or Investment Trusts as I 
a means of investment? (PLEASE CHECK) ' 
Like very much __ , Like quite a bit __ , Like somewhat __ , Don't I 
like at all __ , Never heard of __ PLEASE EXPLAIN _____________ _ 
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o. What do you think of Life Insurance as a means of investment .1 (PLEASE CHECK) 
Like very much_, Like quite a bit_, Like somewhat_, Don't 
like at all_, Never heard of_, PLEASE EXPLAIN 
-------
In your opinion, what is the approximate rate of return on 
each of the following? (PLEASE CHECK ) 
U.S. Government Bonds___% Savings Banks %Cooperative Banks % 
Stocks __ % Bonds %Mutual Funds(Investment Trusts)___% 
Life Insurance __ % · 
1 2. What do you think of the "risk" involved in each of the foll o 'l-
ing types of investments? (PLE~SE MAKE ONLY ONE CHECK FOR EAC 
TYPE OF INVESTMENT) . 
Very ,Quite Some Some ·.Quite Very 
Risky Risky Risk Safety Safe Safe 
u.s. Government Bonds 
Savings Banks 
Cooperative Banks 
Stocks 
Bonos 
Mutual Funds 
Life Insurance 
Real Estate 
n on't 
Know 
3. How easy do you feel it is to turn holdings in any one of the 
following types of investments into "ready cashu'? 
(PLEASE MAKE ONLY ONE CHECK FOR EACH TYPE OF INVESTME NT) 
u.s. Government Bonds 
Savings Banks 
Cooperative Banks 
Stocks 
Bonds 
Real Estate 
Mutual Funds 
ife Insurance 
Very Easy Not So Difficult 
Easy 
Don't · 
Know 
• Please check all of the following types of investment which 
you are currently using • 
• s. Government Bonds Mutual Funds 
avings Banks Life Insurance ~ ooperative Banks Trust Funds 
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Stocks Other Types ========~~~ne~~~~====================~~==========:::::::::=:==:=:=::=:==:~========= 
eal Estate 
.5. How do you usually learn about financial information? 
------4 
6. Plea s e answer the following questions as they are essential 
for background information. Also, PLEASE DO NOT SIGN YOUR NA1ffi 
TO 1:['lUS 'QUESTIONNAI RE , AS THIS STUDY IS CONCERNED -WITH OPINI0111 S 
AND NOT WITH WHOM MAY ANSWER IT. THANK YOU. 
A. What is your present a ge? years old. Male Female __ 
B. Married Single __ 
c. Do you own your own home? Yes No II 
If you were to rent instead of owning your own home, appro~-
imately how much would you pay? per month • 
. D. (THIS QUESTION IS TO BE ANSWERED ONLY BY THOSE WHO RENT 
THEIR DWELLING AT PRESENT) 
What is your average monthly rent? ___________ per month. 
E. What is your present occupation? --------------------------~ 
F. Check amount of educa t ion received. 
··-
Grammar School __ Some Rtgh School_ High School Graduate 
Some College ___ College Graduate _____ 
\I 
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